ID ARTICLE INDEX—JANUARY TO JUNE, 1979 


Capsule Sales Concept/Sound of 


Special Reports 
The changing South: where are the 


Strategy! ... planning . . . goal-setting 

33rd Survey of Distributor Operations 

The Washington Connection—a guide to 
political action, Part | 

The Washington Connection, Part II 
Small Business—the issues 

Value added, or . . . how much service 


The Washington Connection, Part Ill... 
The controversial SBA 


Ideas For Management 
Hotline/Rising prime rate forcing distributors 

to curtail growth plans 
Distributor-supplier relations .. . 

a new statement of policy 
The distributor calendar . . .......ccscceevcces Jan 70 
The IRS on inventory write-downs ........... Jan 75 
Hotline/Distributors bullish on '79 


Hotline/New drain on distributor profits 
possible if Congress adopts VAT 

Hotline/Distributors hedge on inventories;.... 

Inflation Index . . . The index for 25 
industrial product groups 

The genesis of a merger 

Stress: A primer for survival 

Hotline/Senate approves bill easing 
employee purchase of firms 

Viewpoint/The ‘too cool” distributor 


Sales & Marketing 
How to sell . . . Portable power tools 
Strictly for Salesmen/Accent on stress 
Capsule Sales Concept/Memo to a 
salesman's wife 
1979 Distributor Image Study . . 
How to sell . . . Facilities maintenance 
and sanitation supplies 
Strictly for Salesmen/The acid test 
Capsule Sales Concept/All the 
world’s a stage 
How to sell . . . Machine blades 
and cutters 
Strictly for Salesman/Ali in the family 
Capsule Sales Concept/Instant psychology.... 
Strictly for Salesmen/The Salesman who 
came in from the cold 
How to sell . . . Chain and cables 


68 


Strictly for Salesmen/Bon appetit 
How to sell . . . Abrasive products 
Sales training at Johns-Manville . . 
Capsule Sales Concept/The dead letter 
How to sell . . . Industrial tapes 
Strictly for Salesmen/Let me sleep on it 
Capsule Sales Concept/The bottom 
Ng | Nag RETEST eae py J 


People 

Pacesetter: Jerome Patron 

At Texas A&M University, distribution tops 
the most wanted list 


Sales and productivity .. ................... May 145 
The trouble with stock turns 
The wide world of gross margins 
Receivables and bottom line 
credit management 
Controlling telephone costs 
101 ways to stop pilferage 
How to prevent cargo theft 
How to build a salable image 
Molding the branch to the market with 
Union Supply's profit centers 


Computers & Automation 
Considering EDP? Let the system fit 
the business 


Associations 

46th Annual Central States Industrial 
Distributors Assn. Convention 

SIDA’s 77th Annual Convention 

At NAW’s fall meeting . . . continued 
inflation threat to growth 

New England Industria! Distributors’ 
21st Annual Convention 

National Assn. of Wholesaler-Distributors 
33rd Annual Convention .. ................ Mar 64 

TIS preview . . 


Associations . . May 167 


Companies 

Specialization in the round 

Do-it-yourself motivation at Ensco 

Harbor Tools .. . a whole new 
ballgame 

Ziegler Tools’ lucky 13th 


ID/June, 1979 





ID ARTICLE INDEX—JANUARY TO JUNE, 1979 


Capsule Sales Concept/Sound of 


Special Reports 
The changing South: where are the 


Strategy! ... planning . . . goal-setting 

33rd Survey of Distributor Operations 

The Washington Connection—a guide to 
political action, Part | 

The Washington Connection, Part II 
Small Business—the issues 

Value added, or . . . how much service 


The Washington Connection, Part Ill... 
The controversial SBA 


Ideas For Management 
Hotline/Rising prime rate forcing distributors 

to curtail growth plans 
Distributor-supplier relations .. . 

a new statement of policy 
The distributor calendar . . .......ccscceevcces Jan 70 
The IRS on inventory write-downs ........... Jan 75 
Hotline/Distributors bullish on '79 


Hotline/New drain on distributor profits 
possible if Congress adopts VAT 

Hotline/Distributors hedge on inventories;.... 

Inflation Index . . . The index for 25 
industrial product groups 

The genesis of a merger 

Stress: A primer for survival 

Hotline/Senate approves bill easing 
employee purchase of firms 

Viewpoint/The ‘too cool” distributor 


Sales & Marketing 
How to sell . . . Portable power tools 
Strictly for Salesmen/Accent on stress 
Capsule Sales Concept/Memo to a 
salesman's wife 
1979 Distributor Image Study . . 
How to sell . . . Facilities maintenance 
and sanitation supplies 
Strictly for Salesmen/The acid test 
Capsule Sales Concept/All the 
world’s a stage 
How to sell . . . Machine blades 
and cutters 
Strictly for Salesman/Ali in the family 
Capsule Sales Concept/Instant psychology.... 
Strictly for Salesmen/The Salesman who 
came in from the cold 
How to sell . . . Chain and cables 


68 


Strictly for Salesmen/Bon appetit 
How to sell . . . Abrasive products 
Sales training at Johns-Manville . . 
Capsule Sales Concept/The dead letter 
How to sell . . . Industrial tapes 
Strictly for Salesmen/Let me sleep on it 
Capsule Sales Concept/The bottom 
Ng | Nag RETEST eae py J 


People 

Pacesetter: Jerome Patron 

At Texas A&M University, distribution tops 
the most wanted list 


Sales and productivity .. ................... May 145 
The trouble with stock turns 
The wide world of gross margins 
Receivables and bottom line 
credit management 
Controlling telephone costs 
101 ways to stop pilferage 
How to prevent cargo theft 
How to build a salable image 
Molding the branch to the market with 
Union Supply's profit centers 


Computers & Automation 
Considering EDP? Let the system fit 
the business 


Associations 

46th Annual Central States Industrial 
Distributors Assn. Convention 

SIDA’s 77th Annual Convention 

At NAW’s fall meeting . . . continued 
inflation threat to growth 

New England Industria! Distributors’ 
21st Annual Convention 

National Assn. of Wholesaler-Distributors 
33rd Annual Convention .. ................ Mar 64 

TIS preview . . 


Associations . . May 167 


Companies 

Specialization in the round 

Do-it-yourself motivation at Ensco 

Harbor Tools .. . a whole new 
ballgame 

Ziegler Tools’ lucky 13th 


ID/June, 1979 





ID ARTICLE INDEX—JULY TO DECEMBER, 1979 


Special Reports 

How to sell specials 

Fiow!!! materials. . .methods. . . 
manpower 

Professionalizing the salesman 

Small businessmen take Washington 
by storm 

The new art of managing 

CAPITAL!!! credit. . .collateral. . . 
character 


ideas for Management 

Hotline/The California gas debacle 

Hotline/Stabilized lead times signal 
coming downturn 

Hotline/Distributors predict 
recession 

Dunning: Be a distributor, not an 
interest-free lender 

Viewpoint/The odds against growth 

Hotline/Credit outlook discouraging 

Manufacturers’ corner: The distributor 
is the source 

Viewpoint/High costs? Think 
profitability 

Distributors wary on overstocking 

Specialty tools and fasteners 

Hotline/Wary distributors learning 
to cope with sky-high prime rate 


Sales and Marketing 

How to sell. . .lubricants and 
equipment 

Strictly for salesmen/An ounce of 
prevention 

Capsuie sales concept/Middle 
ground 

How to sell. . .Machine belting 

Capsule sales concept/Make them 
believe 

Strictly for salesmen/Myth of the 
‘super salesman” 

How to sell. . .Cap and 
machine screws 

A case for inside sales 

Capsule sales concept/It helps to 
have a good sales memory 

Strictly for salesmen/Accessories 
to a sale 

How to sell. . .precision tools 

Capsule sales concept/Indispensable 


68 


How to sell. . .Gaskets and seals. . 
Strictly for salesmen/it’s about time 
Capsule sales concept/Balancing act 
How to sell. . .Racks, shelving 
and cabinets 
Strictly for salesmen/First 
impressions 
Capsule sales concept/The ‘child’ 
syndrome 


People 


Pacesetter: Bob King 
Pacesetter: Mort Harris 


Operations 

Distribution in Germany '79 

Inventory write-downs: Why some 
formulas won't work 

Inventory write-downs: Part 2. . .Can you 
write off obsolete stock? 


Computers 
Computer update ‘79 (Part |) 
Computer update '79 (Part Il) 


Associations 
BSA annual meeting. . .nothing but blue 
WUT oo SSRIS Ea aca + Raber een as cues Jul 41 
Everything came up roses 
Standard problems and a bright 


State of the industry. . .Power 
transmission '79 


Companies 

There's gold in them thar hills 

Salesmanship spurs climb from near- 
bankruptcy 

Making the best of two worlds 

Warehouse automation works 

Need a market? Create one 

Corbin Corporation’s grand design 


1D/December, 1979 





